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With which is consolidated The RURAL ELECTRIC DEALER. Established 
1920. The only publication devoted exclusively to the electrification of 
towns and farms and reaching the power companies and electric dealers 
serving this rapidly developing rural market. 
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Pulling Very tangible evidence of the cooperation of 
Together private plant dealers with power companies is 

beginning to present itself. This evidence 
takes the form of a rapidly diminishing number 
of complaints against power company practices by plant 
dealers. 

Apparently a point has been reached where the power com- 
pany officials recognize, as do the plant dealers, that more can 
be accomplished through sincere cooperation than by the policy 
followed in the past which leaned toward vigorous opposition. 
Central station officials are beginning to realize that ¢he plant 
dealer, if he so wills, may retard in a limited measure the 
extension of rural lines by selling plants to enough farmers on 
projected lines to make unprofitable the construction of the 
line to serve the remaining farmers. 


On the other hand, the power company has it in its power 
the checking of a great number of plant sales in territory which 
can never be served by the power company through withhold- 
ing the information from the farmers in these particular terri- 
tories that they may never look for central station service. 


By getting together, and by cooperating, both the plant 
dealer and the power company will benefit. The dealer can 
be relieved of that tremendous handicap among farmers who 
have the illusion that they may later, if not at present, secure 
central station service. The plant dealer on the other hand can 
serve the power company by exhibiting a friendly attitude, and 
saying a friendly word about the power company when an 
occasion presents itself. 





* ELECTRICITY ON THE FARM (except this ‘Dealer Section,”’ printed on tinted paper) 
already been placed in the hands of more than 107,000 farmers along the rural lines 
overated by more than 200 power companies. Hence the articles you find in this copy will be 
read, or have already been read, by many of the farmers in your territory. You are, therefore, 
in a position to approach these farmers on the subjects with which they are familiar. 
way is paved for increased sales of electrified farm equipment. 
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Money for YOU inf 
this Exclusive Sun- } 
beam Sale — Clinch- 
ing Principle 


aaell 






Here’s the farm lighting plant farmers 
have been waiting for. When you 
know about its different and revolu- et ete eee ee eS 
tionary principle you will be quick to — : “a 
see the profits in he for you as a dealer. any a Suis bee. 
When you demonstrate this principle to your prospect you clinch 






























the sale. 

— out for yourself about our liberal franchise offer. Write us 

today. 
Five 
guar 









WFARM-LITE 
Starts, Oils, Regulates and Stops itself 
SUNBEAM ELECTRIC MANUFACTURING CO. 


Evansville, Indiana 
Mfrs. of Railroad Lighting Equipment Since 1883 | 
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The Cullman Monthly |} 


Electric Pump 


Free to 
Drive with the Baca 
Cullman iWell Electrical W 
Casing Head setae ot 
Appliances We | 


This unit oper- 
a by an Au- 
omatic Pres- 


Write for your copy 











sure Control Lighting 
switch is the Fixture 
foundation of a Catalog 
complete auto- N 
matic water ow 
system for deep ee Ready 
or shallow wells. , Free 
It is something that will appeal Sen the 
to all your electrified customers. 
Asking 
Send for literature and prices. 
Cullman Wheel Co. 
1342 Altgeld St. 5 3. Usien St. eo-30th St 
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Five year Extra heavy 
guarantee reinforced cover 
Heavy-duty Ample 

plates sediment space 









Write for Attractive Agency Offer 


We want to tell you how this battery will double your 
present business. Write us for proposition. 


We also manufacture a complete line of A & B types 
of storage batteries for radios and automobiles. 


} 
i" Western Cable & Light Co. 
BALDWIN, WIS. 
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Don't overlook 


the Farm Light 








UNIVERSAL 
“NU-SEAL” 
Farm Light 
Cell 


paign reaches 8 million farm families—in 26 farm 
magazines. Every farmer in the United States is 
being told about Universal Batteries, and mam 
dealers are reaping the benefit of this far-reach 
ing advertising. 

Write today for our dealer proposition and the 
way to better profits! 


UNIVERSAL BATTERY COMPANY 
3414 South La Salle Street, Chicago, Illinois 

Batteries for Every Purse and Purpose 
AUTOMOBILE 
Parts for all makes of Batteries 





Battery 
Profits 


There are over 400,000 farm light 
"ere in use today—and more are 
eing sold every day. The batteries 
in these plants must be replaced, 
and the Universal Farm Light Bat. 
tery is the one to furnish them. 
The Universal Sealed Glass Jar 
Battery is built for use with am 
make or model of farm light or 
power plant. It is standard equip- 
ment for some makes. The new 
Universal Battery has larger jars, 
extra thick plates, big sediment 
yee improved pilot cell, Double 


nsulationand many other features. 


Universal Advertising 
Reaches 8 Millions! 
The Universal Advertising cam- 
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RADIO FARM LIGHT 
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SHOP EQUIPMENT 


Universal Batteries 
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Fundamentals in Developing 
a Rural Electric Business — 


By J. C. Scott, Agriculturist 


in conducting the demon- 

strations in the electric 
booth of the Puget Sound Power 
& Light Company at the Western 
Washington 
Fair held at 
Puyallup, 
Wn., for the 
past few 
years, there 
could be 
seen a dis- 
tinct change, 
this year, in 
the attitude 
of the pub- 
lic toward 
the new 
farm prac- 
tices advo- 
cated for 
Western Washington, tending to 
bring electric apparatus into use. 
The following statement by C. H. 
Robinson, a_ berry-grower living 
near Puyallup, will illustrate: 


“I was interested in your irriga- 
tion display the first time I saw it, 
two years ago. Last year I made 
eyes at it again, and this summer 
I tried watering one berry row 
with my garden hose. It’s a suc- 


7 O those who have taken part 





J. C. Scott 


cess. I've proved that to my en- 
tire satisfaction. We can double 
our berry yields here in the 
Puyallup Valley by giving them 
water at the proper time. Next 
year my entire farm will be irri- 


gated by a pumping system.” 

This conversation is typical of 
what we heard this year at: the 
Puyallup Fair, held September 17- 
23. Not one person commenting 
on irrigation in Western Washing- 
ton questioned its advisability, 
while heretofore the majority of 


people seemed to doubt whether or 
not would pay west of the 
Cascades, 


A <imilar change in attitude was 
apparcnt with regard to the electric 





hotbed, the electric underheat 
brooder, and the milking machine. 

In other words, instead of try- 
ing to sell ideas which would lead 
to the use of electricity on the 
farm, as we did heretofore, we 
were occupied this year in answer- 
ing questions concerning the use of 
the electric apparatus. 

This change of attitude is of 
particular importance, as it is an 
mdication of the value of publicity 
in magazines, especially ELectric- 
ITY ON THE FarM, distributed to 
farmers, also fair displays and 
agricultural service work, in the 
development of better farm condi- 
tions and increasing rural business. 
To sell electric apparatus and elec- 
tric current to the farmer, it is 
first necessary to sell him the idea 
that he will better his condition 
by its ‘use. 


Education First 


The foundation of a power 
company’s growth and development 
in rural communities is the educa- 
tional work in better farm methods 
and the use of labor-saving elec- 
trical appliances. The selling of 
apparatus comes later. In demon- 
strating the different machines and 
electric apparatus, and nearly all 
publicity concerning them, an 
effort is made to show what they 
accomplish rather than to simply 
show or talk about the apparatus 
itself. 

By far the most interest was 
shown at the Fair this year in 
our stump-burning demonstration, 
where the vacuum cleaner was 
used to destroy large stumps, roots 
and all, without digging, pulling, 
or blasting, and with very little 
labor and expense. 

Next to the stump-burner, from 
the standpoint of interest shown by 
the crowds, were the baby chicks 
coming out of the shells in the 
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Petersime electric incubator, and 
also the chicks mothered by the 
electric underheat brooder. Nine 
hundred eggs were set, so the 
chicks would be hatching through- 
out the entire week. As fast as 
they were ready to be taken out 
of the incubator, they were put into 
the electric brooder. 

The vigor and appearance of the 
chicks were the best possible argu- 
ments for electric incubation and 
brooding. 

Assisting the baby chicks in 
demonstrating electric methods was 
a fine little flock of white leghorn 
hens in a laying house. Their job 
was to draw attention to electric 
lights in the laying house, giving 
them a chance to work 13 hours a 
day in winter, thereby doubling 
egg production when eggs are 
highest in price. 

They also showed how easy it is 
to have fresh, pure-running water 
kept at the right temperature all 
winter, with modern water foun- 
tains, electric automatic water 
pumping plants and electric water 
warmers. Most poultrymen realize 
that slumps in egg production in 
winter are generally due to freez- 
ing water. 


Other Appliances Shown 


An electric oat sprouter was in- 
cluded in the exhibit, to show the 
convenience of preparing sprouted 
oats for chicken feed by electricity. 

In connection with the poultry 
section of the booth was demon- 
strated an electric paint spray gun. 
However, painting was a side issue 
nate as it was used to show how 

—_ easier roosts could be 
sprayed and the hen-house disin- 
fected with the electric sprayer. 

In the dairy section people were 
more interested in seeing a cow 
milked by an electric machine than 
anything else. All day long this 
machine was in operation so they 
could see how it worked, and at 
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intervals it was put’ on the Jersey 
cow to give an idea of how simple 
it is to let electricity do the drudg.- 
ery in the dairy barn. 

An electric refrigerating plant 
in operation made it possible to 
show how milk can be cooled at 
once after coming from the cow 
to a temperature of 40°. Many 
dairymen were also interested in 
the farm refrigerator box in 
which large quantities of milk, 
cream and butter can be kept at 
low temperature. 

Dairy Sterilizer on Display 

In the milk house was demon- 
strated an electric hot water sys- 
tem and an electric sterilizer, for 
washing and sterilizing dairy uten- 
sils. An electric driven cream 
separator was also exhibited in the 
milk-house. 

By the side of the dairy barn 
were several farm shop tools and 
machines operated by electric 
motors. This exhibit seems to 
have had the desired effect upon 
some farmers, as one of our sales- 
men told the writer the early part 
of the week following the Fair 


that he had just sold three farm 
utility motors. 

An irrigated garden, with water 
running between the rows oi let- 
tuce, pumped by a _ centrifugal 
pump driven by an_ electric 
motor, was used to suggest 4 


practical method of doubling crop 
production. A_ beautifully ar- 
ranged waterfall helped to draw 
attention to the large volume of 
water that can be delivered with 
a small pump and motor. 

A deep interest was mani ifested 
in many of the details of the irri- 
gation pumping outfit, as well as 
the automatic domestic pumping 
system. The domestic water dis- 
play consisted of the pumping sys- 
tem in operation, showing how it, 
is automatically turned on and off," 
thus keeping the pressure up. 


(Continued on page D 17) 











“This change in attitude (with regard to using 
electrical equipment) is an indication of the value 
of publicity in magazines, especially Electricity on 
the Farm, distributed to farmers, 
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Selling Farm Lighting Plants 
in the Wide Open Spaces 


3y THomas R. THompson 


HE war cry of Indians on 

western plains has long been 

stilled, but the wide open 
spaces over which they formerly 
roamed have not been decreased 
to any great extent. 

Nevertheless the Logan Electric 
Company of Sterling, Colorado 
sells one farm lighting plant every 
forty-eight days, according to L. 
C. Klinger, proprietor. This 
record may not compare favorably 
with such sales by contractor- 
dealers in the farming districts of 
Iowa or Illinois, but it indicates 
success in the north-eastern Colo- 
rado cattle ranges, for farms and 
ranches are not so numerous. 

In many cases it takes a full 
day’s time to call on a single pros- 
pect, consequently, when a call is 
made, the possibilities of a sale 
should be fairly certain. The 
question is, how can this be as- 
certained without personal inter- 
view. 


Picks His Customers 


Mr. Klinger has found some 
successful methods. His business 
is located in the county seat, there- 
fore, he has easy access to tax 
records, mortgage recordings, etc. 

If a rancher or farmer has not 
paid his taxes for a long time, it 
is fairly certain that he is not in 


a position to buy a farm lighting 
plant. The same is true if a 
farmer’s property is mortgaged to 
the hilt. 

On the contrary, if a beet farm- 
er’s taxes are all clear, and if his 
mortgage has been lifted, a good 
crop means that he will have 
money for a plant if he can be 
interested, 

In such a case, the rancher or 
farmer is certain to be visited by 
a representative from the Logan 
Electric Company, and the results 
are generally favorable for the 
prospect as well as the company. 


Uses Sales Talks Guide 


Mr. Klinger finds that pros- 
pectus and sales talk guide books 
are almost indispensable in selling 
lighting plants. The pictures keep 
the prospect’s attention on the 
subject while the sales suggestions 
keep the salesman’s talk to the 
point. He has tried to sell without 
the aid of the sales talk guide, 
which is furnished by the manu- 
facturer, and has found that it is 
about twice as hard to close a deal. 

After a plant has been installed 
it does not take long for the word 
to spread to nearby ranchers and 
farmers. Other sales in the neigh- 
borhood depend largely upon 
whether or not the first man is 








“If a rancher or farmer has not paid his taxes for 
a long time, it is fairly certain that he is not in a 
position to buy a farm lighting plant. The same is 
true if his property is mortgaged to the hilt.” 
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satisfied. Mr. Klinger has found 
that there are two things which 
govern the word of mouth adver- 
tising so that it will be propitious. 

The new plant owner must be 
satisfied with the arrangement it- 
self, and service must be satis- 
factory after the sale. 

The only way to secure a satis- 
fied plant owner is to sell him one 
that is adequate for his needs. In 


this connection, future require- 
ments must be taken into con- 
sideration. Mr. Klinger has 


found that it is better to lose a 
sale than to sell a rancher or 
farmer a plant which is too small 
just to make a sale. Such a sale 


generally means the loss of two 
or three more in the adjacent 
territory, because the first man 


complains to his neighbors that the 
plant is no good. 


Service a Big Problem 


Service in a region so thinly 
settled is a greater problem than 
in a more thickly settled country. 
Mr. Klinger has a man who makes 
a special study of farm lighting 
plant servicing. This man is also 
a salesman. His duty is to sell 
replacement batteries, lamps, etc., 
and to watch closely for signs of 
improvement which will mean 
that a rancher or farmer will 
need a larger plant. Because the 
man is an expert, he is very fre- 
quently call@d cut to shoot trouble 
on plants sold by competitors. 
This gives the Logan Electric 
Company the edge on battery re- 
placements, accessories, and first 
chance to sell a larger plant if it 

needed. 

“Selling farm plants in the wide 
open spaces is not so much a mat- 
ter of convincing a prospect that 
he needs one, as it is in finding 
prospects who can afford to buy,” 
said Mr. Klinger. “The people 
who make their living by raising 
stock or farm products really have 
more practical need for adequate 
electric lighting than the average 
city person, for the former do 
much of their work after dark 
when it is impossible to work in 
the field or on the range. 


“Many a prosperous farmer, 





DEALER SECTION—ELECTRICITY ON THE FARM 





Jan. 1929 


however, gets the idea that he has 
gotten along with his old lantern- 
lamp method, and that it will 
serve for the future. In this case, 
it often becomes necessary to ap- 
peal to his fairness and love ior 
his wife who has worked in an ill 
lighted home long enough to de- 
serve something better. The 
children and the wife generally 
become allies of the plant sales- 
man. 


“T recall an instance when [| 
simply wore a farmer out with 
such arguments. He reluctantly 
agreed to buy a plant to light the 
house. When I got him that far, 
I knew that if I did not sell him 
a plant large enough to take care 
of the whole place, he would be- 
come a knocker. I kept on until 
I closed him for a nice large plant 
—much too large for just house 
lighting—for I was pretty sure of 
what would happen about the first 
time he turned on his house lights. 


“What happened was this, he 
immediately and voluntarily order- 
ed me to wire his whole place, 
barns, corrals, pens—in fact, 
everything about the place. I am 
sure that I would have lost a 
mighty good customer and friend 
if I had sold him the little plant 
he insisted on at first. As it 
turned out, this man is one of our 
best boosters and has helped us 
sell several more plants.” 


Farms Selected in 
Texas 


Farms and ranches of various 
types, to the number of 22, have 
been selected by the Texas Commit- 
tee on the Relation of Electricity to 
Agriculture upon which to make in- 
tensive scientific experiments in 
farm electrification. This is the 
first step in a three-year program 
to determine how electricity cam 
best be adapted to Texas agri cul- 
ture. The farms are in various 
parts of the State and represent 
several types of farming, such as 
dairy, poultry, general, cotton, 
truck and ranch. Their selection 
follows a recent electric survey of 


Test 


505 Texas farms made by J. 
Waggoner, survey director for the 
committee. / 
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Vaz Power Companies— Private Plant Salesmen 
— Wiring Contractors — Plumbers 
Implement, Hardware and other Pal 


a "i Equipment Dealers 
py pean. 




















“Let’s Co-operate!”’ 
By S. M. Batrarp 


HEY met down on the cor- 

ner, the individual electric 

plant salesman and the power 
company’s rural service manager. 
The weather served as a topic for 
quite a while. Then politics—but 
that soon ran out for the elec- 
tion was over and there wasn’t 
much chance for argument. So, 
finally, they began talking the one 
thing in which they both were 
really interested—rural  electrifi- 
cation. 

“I’ve been trying for a month 
to interest Steve Morris, over in 
Berea township, in an_ electric 
plant,” the individual plant sales- 
man began. “But because of you 
fellows, I haven’t been able to do 
much good.” 

The power company man looked 
pained. 


“Why,” he inquired, “do you 
blame us?” 

“And why,” the other de- 
manded, “shouldn’t I? Several 


weeks ago he was almost on the 


point of installing a plant. Then 
one of your men talked to him. 
Your man didn’t say, right out, 
that there would be a high line 
down the road by Morris’ house 
in the next few months. Oh, no. 
But he did manage to leave that 


impression. So now Morris is 
puttin off getting electricity be- 
a he’s waiting for the high 
ine, 


There was genuine surprise on 
the power company man’s face 
now. 


“But we haven’t planned to put 
in a line along that road. It never 
would pay, with only about four 
farms along the entire three miles 
of highway.” 


“That’s exactly what I told 
Morris, but he wouldn’t believe 
me. Said he didn’t see why he 
should take my word for it. You 
know how it is—he wants to be- 
lieve your man even though he 
may realize his hopes are in vain. 
And just as long as he does want 
to believe that, he won’t buy a 
plant from me.” 


A resolve was dawning on the 


face of the power company’s rural 
service manager. 
“Now look here,” he said. “Let’s 


figure something out for a min- 
ute. We’re both interested in just 
one thing—getting electricity into 
farm homes. It doesn’t matter a 
whoop whether that farmer’s elec- 
tricity comes from our central sta- 
tion or from your individual plant, 
so long as he does get the current. 


“Several weeks ago, you delayed 
a high line development out on 
the Millersburg road when you 
made the Jamison’s a special offer 
on an electric plant. And now 
we're holding up a plant sale for 
you. 

“Why on earth can’t we get to- 
gether on this thing? It doesn’t 
help us any to keep you out of 
that sale to Farmer Morris, for 
as things stand now, we'll never 
have a high line past his place. 
And it doesn’t help you any to 
promote the sale of a plant on a 
route where we have a high line 
planned. What do you say—let’s 


cooperate ?” 


There was a brief business of 
Then 


shaking hands in agreement. 
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the power company man headed 
for his car. 

“Come along,” 
shoulder. 

“Where to?” 
salesman. 

“We're going out to Morris’ 
farm. I’m going to tell him 
there’s not a chance of him get- 
ting electricity unless he buys a 
plant from you.” 

“Good for you,” assented the 
plant salesman as he climbed into 
the car. “And on our way back, 
come by the Millersburg road and 
T’ll stop at the Jamison farm and 
call off my dogs on that prop- 
osition there.” 

The automobile rounded a turn 
and the street corner was vacant 
again. 


he called over his 


inquired the plant 


Agricultural Engineers 
Discuss Use of Elec- 
tricity on Farms 


At a meeting of the Rural Elec- 
trification Division of the Amer- 
ican Society of Agricultural Engi- 
neers, held in Chicago, IIl., Dec. 6 
and 7, farm wiring, motor installa- 
tions, water systems, dairy refrig- 
eration, feed grinding, ventilation 
and other problems of farm utiliza- 
tion of electricity were covered in 
a comprehensive series of papers. 

Farmstead wiring is an impor- 
tant phase Of a growing industry, 
said H. S. Hinrichs, Kansas Power 
& Light Company, and one that 
will require a prompt and satisfac- 
tory solution. That the manufac- 
turers of wiring equipment have a 
job to do in the development of 
materials and fittings adapted to 
farm requirements was pointed out 
by H. H. Weber of the Rome Wire 
Company, while G. A. Reitz of the 
General Electric Company said that 
satisfaction with motor applications 
on the farm depends upon due con- 
sideration of five factors—selection 
of the proper machine for the 
work, the power supply, motor and 
control to fit the power require- 
ments, location, and proper instal- 
lation of the complete equipment. 
The first session was closed with 
an exhaustive paper on farm water 
systems by J. P. Schaenzer, Wis- 
consin. 

E. R. Meacham of the Wiscon- 
sin Power & Light Company opened 
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the afternoon session with a paper 
dealing with motor-driven feed 
grinders; W. T. Ackerman, New 
Hampshire project director, took up 
dairy refrigeration and applications 
of refrigeration to household uses, 
to fruit and truck farms, to poultry 
farms and to marketing and ship- 
ping organizations; Truman E. 
Hienton, Purdue University, in a 
companion paper, said that there 
are many retail dairymen who can 
reduce their costs of distribution 
and their losses from improperly 
cooled milk by the use of mechan- 
ical refrigeration; a description of 
seed testers now in use in the state 
was included in a paper by E. W. 
Lehman of the University of Illin- 
ois, and G. C. Briedert of the Ilg 
Electric Ventilating Company out- 
lined an installation for ventilating 
and heating cow barns. 


Round-table discussion on _ rural 
load building, utility merchandising, 
silo filling and grain and feed ele- 
vators filled the second day. In 
the afternoon the model farm of 
the Public Service Company of 
Northern Illinois was _ inspected 
under the. guidance of Richard 
Boonstra, agricultural engineer of 
that company. 


American Iron Machine 
Company Reorganizes 


Announcement has just been 
made of the reorganization of the 
American Ironing Machine Co. of 
Chicago. This company is _ the 
manufacturer of the widely known 
“Super Simplex” ironing machine 
and has, at Algonquin, IIl., the 
largest plant of its kind in the 
world. The company is now under 
the following management: 


E. C. Peter, of Algonquin, for 23 
years vice president, is president; 
M. J. Broderick, for "eight years as- 
sistant secretary and treasurer, is 
vice president and general manager 
W. T. Peter, of Algonquin, - 20 
years secretary, is treasurer; C. 
Getzelman, capitalist, of Tigin, is 
secretary. 

The above officers and the follow- 
ing make up the board: C. W 
Anderson, vice president, Gerard 
Trust Co., Chicago; William Laib, 
vice president, ~~ Construe- 
tion Co., Chicago; A. Rinehimer, 
Rinehimer Bros. Mig Co., Elgin 








and W. W. Armstrong, presides 
of the W. W. Armstrong Co.. At 
rora, and well known capitalist. 
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Enjoying the Electrically. Cooked Dinner 





One Way to Build Sales 


HE Rural Extension Depart- 

ment of the Illinois Power and 
Light Corporation has hit upon a 
very effective way to develop in- 
terest among rural women in 
electrical household appliances. 
The following item appearing in 
the Galesburg (Ill.) Register-Mail 
well illustrates the plan. 


Rural Women Are Guests at 
Demonstration 

“Rural women of the community 
and a group of women of Galesburg 
and Knoxville numbering thirty-five 
attended an interesting demonstra- 
tion arranged for rural women and 
given under the auspices of the 
Rural Extension Department of the 
Illinois Power and Light Corpora- 
tion of which R. L. Gilson is man- 
ager. The purpose of the meeting 
was to demonstrate electrical appli- 
ances for farm homes. This was 
the first demonstration of its kind 
to be held in Galesburg and those 
in attendance were very enthusias- 
tic. A fine dinner was prepared 
and cooked on a Westinghouse auto- 
matic electric range and a General 
Electric refrigerator was used also 
in this part of the demonstration. 
The guests of the I. P. and L. 
were seated at one table whicu was 
decorated in Hallowe’en colors and 
centered with a large basket of 
fruit. 


Marc Parsons, sales manager, 
gave a talk on “Foresight of the 
Future Development of Rural Elec- 
tricity.” W Wing, representa- 
tive at Abingdon gave a talk on 
electric ranges. Mrs. Tyler gave a 
talk on the preparation of the din- 
ner and R. L. Gilson talked on the 
electric ironing machine. 

“Prizes were given during the 
day, the first, an electric percolater 
set, went to Miss Cora Martin, 
Abingdon road; the second, Uni- 
versal electric iron, Mrs. Earl Geh- 
ring; Universal electric toaster, 
Mrs. Webster Gehring, and the 
fourth which was the table center- 
piece went to Mrs. Dave Porter, 
who resides east of Knoxville. 

“Monday evening a meeting was 
held at the Hermon Community 
town hall conducted by R. L. Gil- 
son. Fifty were in attendance in- 
cluding residents of Hermon and 
farmers in the vicinity, who are 
interested in electricity. Hermon 
and farmers on the line to Hermon 
will soon be supplied with electric- 
ity and many signatures were ob- 
tained by Mr. Gilson. Future plans 
were discussed for demonstration 
work in and near Hermon. 

“The Rural Extension Depart- 
ment is a new feature of the 
Illinois Power and Light Corpora- 
tion and much interest is being 
shown.” 
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Bob’s Page 


Devoted to Merchandising of Electrical 
Equipment in Rural Communities 
Conducted by Robt. J. Fulton 





How Shall We Resolve ? 


ERE’S January—traditional 

month of new plans, the 

new deal, and a New Year 
all open ahead of us! 


IK 


That story of Lot's wife and 
what she got for looking backward 
scares a lot of dealers about this 
time every year. 


KK 


The inventory picture isn’t 
always pleasant salt on old sore 
spots. To look backward at it, 
tho’, is to learn how to see more 
clearly ahead. And that’s the way 
to get ahead! 

yo 


What did we buy last year? 
What did we move, at a real net 
profit? What's left, down cellar, 
under the counters, up there on the 
Shelves? (Almost ont-of sight). 


tok 
Fast turning stock earns better 


than bank interest. Dead stock 
pays no rent. Just keeping it 


won’t pay for that mid-winter trip 
to Bermuda, either. 


Let’s have a JANUARY CLEARANCE 
SALE—wash up the front window, 
tag those dead-heads at prices 
they can skate out on, and make 
room for what our folks really 
want to buy at every day prices. 
(Reminder: “Advertise clearance 
sale.”’) 

4K 


OW, how are these new high 

lines going to help our busi- 
ness this year? What work besides 
lighting will the electricity be doing 
in all the newly wired homes and 
barns? (Reminder: “Find out— 
talk with local power company man 
and the farmers he Says are now 
using the most juice.”) 


2K 


YOU CAN BET YOUR HAT the cen- 
tral stations not already active in 
extending rural high lines are 
thinking about it. These power 
companies are after “Load’”—more 
KW H—and until they provide the 
electrical service, we can’t be in 
the electrical equipment business, 
can we? After they do turn on 
the juice, where will the precious 
Customer go to buy things elec- 
trical ? 


” 





LITTLE ORPHAN ANNIE: Inventory 
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Just imagine I need a hair-cut 
for the first time. Do I go down 
to the First National Bank asking 
if they have a barber in the vault? 
Or to Jones’ Implement Store? Of 
course not. I go where there’s a 
red and white striped pole on the 
outside. Probably I can see the 
barber chairs through the window 
(any maybe a little blonde kicking 
in with some more free advertis- 
ing). I know it’s a Barber Shop. 
4K 


The farmer and his wife go 
’a-buying their new _ electrical 
things the same way. I reckon 
they won’t beg the privilege of 
waiting until even their favorite 
dealer orders “a one” of whatever 
they want. We can’t complain if 
they prefer to make their choice 
from a complete stock of pictures 
and words, and do their own order- 
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ing by mail. But we can make 
our electrical stock their first 
thought if we want this trade. 


KK 


E need nothing more than 
the figures themselves to 
write this resolution for 1929 
100%—I did. 
90%—I will. 
80%—I can. 
70%—I think I can. 
60%—I might. 
50%—I think I might. 
40%—What is it? 
30%—I wish I could. 
20%—I don’t know how. 
10%—I can’t. 
0%—I won’t. 
eK 


P. S—How’s business 


county ? 


in your 





Second Purdue Short Course 
a Record Breaker 


Representatives of nine states (o 
the number of one hundred and 
twenty-two registered for the short- 
course for rural electric service 
men held at Purdue University, 
October 17 to 19, 1928. The course 
held under the direction of the 
Agricultural Engineering Depart- 
ment of the Purdue Agricultural 
Experiment Station with the co- 
operation of the Indiana Electric 
Light Association, served to form- 
ally initiate the new agricultural 
engineering building where _ the 
meetings and exhibits were held. 

The short course, which was the 
second of its kind held at Purdue, 


differed from that held in 1927, the 
first one in the United States, in 
that exhibit space was allotted in 
the new building to those manu- 
facturing companies who cared to 
send equipment and representatives. 
This added feature served to pro- 
vide a full day for those attending 
the course, as well as to om 
them to inspect electrical equip- 
ment especially designed for farm 
operation. Twenty-six manufactur- 
ers sent equipment to the short 
course and representatives to dis- 
play it. 

The program of the short course 
was made up of lectures durin 
the first two days by members o 
the staff of the agricultural experi- 
ment station with an _ evening 
meeting on the second day. The 





The 1928 ‘Class’ Assembled in Front of Agricultural Engineer- 
ing Building at Purdue. 
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Inspecting Electrical Poultry Equipment at Purdue. 


morning of the third day was de- 


voted to papers on methods of 
merchandising equipment to the 
farmer, followed by round table 
discussion. The final afternoon 


was allotted to demonstrations of 
electrical equipment and inspection 
of experiments in progress. 

he possibilities of the load 
offered by feed grinding on the 
farm were discussed in two papers, 
one dealing with the value of 
grinding roughage for dairy cattle 
by a member of the dairy hus- 


bandry department and the other 
with grinding grain for livestock 
by the head of the animal hus- 
bandry department. Mayer 
of the agricultural engineering 
department discyssed the power 
requirements ant capacities of 


motor-driven feed grinders 


Poultry Raising Discussed 
Subjects related to the use of 
electricity in _ poultry production 
were discussed in three papers by 
two members of the poultry hus- 
bandry staff. Problems encountered 
in electric brooding, results of 
tests on electric water heaters for 
poultry and the use of electric 
illumination to increase winter egg 
production were topics discussed. 
Other topics on the program 
were concerned with fuels for 
cooking by a member of the home 
economics staff, refrigeration for 
the farm dairy by a representative 
of the dairy department, electric 
heaters for seed corn germinators 
by one of the agronomy staff, and 
the use of electric current in the 
vegetable garden, greenhouse and 
hotbed by a horticulturist. Talks 


by an Indiana farmer and an In- 
diana farmer’s wife on the value 
of electric service to them, together 
with a talk by the chairman of 
the Rural Service Committee of the 
Indiana Electric Light Association 
opened the program. 

The question of merchandising 
equipment by utility companies was 
the subject discussed by the com- 
mercial manager and rural service 
man of a utility company as well 
as the sales manager of a manu- 
facturing company from the respec- 
tive viewpoint of each. The round- 
table discussion following disclosed 
many methods of handling this 
matter at the present time. J)em- 
onstrations of motor-driven ensilage 
cutters, feed grinders, wmiikers, 
animal groomers and clippers with 
an inspection of the University 
poultry plant completed the short 
course program. 


Verna Now with Sunbeam 


V. Verna, formerly connected 


with the Hanover’ Engineerin; 
Company, is now associated with 
the Sunbeam Electric Manufactur 


ing Company as Factory Represen 
tative, covering the district com 
prising Pennsylvania, Maryland 
New Jersey, Delaware, Virginia 
North Carolina and New York. 
Mr. Verna is well known in the 
farm electric field of this district 
and his many friends wish hin 
success in his new counection. 
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A Novel Electric 
Advertising Sign 
By MArRGUERITE P. HEARNSBERGER 


EAN P. HOLMES, proprietor 

of the Valley Electric Com- 
pany of La Junta, Colorado, has 
worked out a novel electric sign, 
advertising his business, which is 
carried hoisted over ‘the truck 
body of his coupe. 

He placed two panes of window 
glass in ordinary wooden picture 
frames, and fastened the frames 
together to make a double faced 
signboard. The inside surfaces of 
the glasses were first enameled 
dark blue, with the letters advertis- 
ing the business left clear, in out- 
line. A coat of white enamel over 
this made the letters show through 
white on the outside, and gave the 
proper reflecting surface for the 
electric lamps, which were set, five 
above and five below, in the inside 
space between the glasses. 

The sign is held high above the 
truck by iron rods, which slip into 
sockets welded to the body of the 
truck. The electrical 7 gees 
is made with socket and plug. 

current for the lamps is derived 
from the car battery. It required 
some experimenting to find lamps 
of just the right size to carry the 
load and not affect the battery. 

Che smallest automobile lamps— 
84 amperes—were first tried, but 
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Here’s the Electric Sign on the Valley Electric Car 








were found to be too great a load 
when ten were used. Six volt 
lamps were too small to stay 
lighted, due to the surge in the 
generator. 

The solution came with 6.2 volt 
lamps, which pull .3 amperes 
each, or a total load of 3 am- 
peres for the ten lamps. 

The rods holding the sign in 
place slip out easily, so that the 
sign may be removed at a moment’s 
notice, in case a washing machine 
or other bulky article is to be 
hauled in the truck. But ordin- 
ary truckage of an electric shop, 
such as loops of wire, ladders, 
tools, etc., may be hauled without 
interfering with it. 

The total cost of the sign, includ- 
ing glass, frames, lamps, wiring 
rods and all, came to $25.00. 


Developing Business 
(Continued on page D 6) 


Many people asked for informa- 
tion concerning the details of pur- 
chase and construction of the elec- 
tric hotbed. It would seem that 
many florists and gardeners are 
using or planning to use electric 
heat in starting garden plants and 
flowers. 

At one end of our 140 foot 
booth was a section devoted to 
demonstrating home . appliances, 
such as ranges, _ refrigerators, 
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washing machines, ironers, perco- 
lators, etc. In this section was a 
meter showing the cost per hour 
on a 7c rate and a 3c rate. 
There was also a large instrument 
designed to teach one how to read 
his own meter. 

One of the principal attractions 
at this part of the booth was the 
kitchenaid in operation, showing 
how electricity can do much of 
the hard work in the kitchen for 
lc an hour, and do a better job 
than a person can. 

At the extreme end of the elec- 
tric booth was a full-sized cottage. 
The inside was finished in Span- 
ish, with beautiful furniture and 
trimmings, very pleasing to the 
most discriminating judge of in- 
terior decoration. Lighting effects 
were thoroughly brought out in 
each and every detail. 

In the fireplace was a very 
unique imitation wood-fire ar- 
rangement of electric lights. A 
combination radio and _ victrola, 
operated by a self-changing record 
phonograph, furnished delightful 
music throughout each day and 
evening. 

The bathroom, now 
sible on the farm by the electric 
automatic pumping system, was a 
very important part of this farm 
home. Everything was of the 
very latest design, including elec- 
tric built-in heaters, and attracted 
a great deal af attention. 

To the farm woman, the kitchen 
and laundry are either a place of 
unending drudgery, or of comfort, 
depending entirely upon electric 
labor-saving conveniences. The 
kitchen of this cottage was a com- 
fort to look into, if ever there was 
one. First, was running water, 
hot and cold, a sink at the side of 
which was a modern electric dish- 
washer; an electric range, mak- 
ing it possible to prepare most 
delicious food with a minimum of 
trouble and no smoke or dirt; 
also an electric refrigerator, with 
all its possible service and conven- 
ience. Then came the laundry, 
with the electric washer, wringer, 
ironer, and large modern electric 
dryer. 

The whole display was enough 
to make any city man or woman 
want to get a farm home. 


made pos- 
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Unique Farm Electrification 
Conference Held at Dallas 


T the last meeting of the Rural 
Electric Service Committee of 
the National Electric Light 
Association, held in Chicago, 
September, 1928, representatives 
from various Geographic Divisions 


definitely expressed a desire for 
assistance from the national or- 
ganization. As one of the severa 


steps taken to meet this situation, 
it was proposed to hold a series of 
farm electrification conferences in 
such divisions as might desire 
them, the national organization aid- 
ing in every possible way to make 
a success of these conferences. 

It was decided to hold the first 
at Dallas, Tex. 


The Objectives 


The following were some of the 
objectives of the Dallas conference: 

1. To bring together the company 
rural electric service men with the 
idea of their interchanging thoughts 
and ideas on various problems en- 
countered in applying electricity to 
agriculture on farms in the South- 
western Division, which is made up 
of Texas, Oklahoma, Louisiana and 
Arkansas. 

2. To bring into the same con- 
ference agricultural college men 
who are experimenting in various 

ways in the application of electricity 
to agriculture. 

3. To bring into a farm electri- 
fication conference the general man- 
agers and other high executives of 
operating companies, so that they 
might become “contaminated” by a 
closer association with actual farm 
electrification work with a view, of 
course, of their becoming more 
thoroughly sold on the necessity for 
giving executive support to this big 
job of carrying electricity to the 
Soom, 


Urge More Farmers 


4. To bring into this conference 
farmers who are employing electric 
light and power company service on 
their farms so that the men of the 
electric industry might have the 
benefit of their advice and sugges- 
tions. 

5. To include in the above list 
editors of farm publications so that 
they, too, might add their share in 


guiding this important development 
in agriculture. 

6. To acquaint business men with 
the human and economic potentiali- 
ties of electrified agriculture. 
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BUSINESS BUILDING RESOLUTION: 


“Turn Over a New Leaf” 





—on every page 
you will find practical ideas 
—recipes for profitable selling 


ERE are the answers to questions people will naturally ask you 
on how to use electricity, what equipment to buy. Being able 
to give sound advice will build your trade for years to come. 


This encyclopedia of reliable information on over 100 tested uses 
of electricity for the farm and rural home is the result of four years 
experimenting and testing by cooperative agencies joined together, in 
26 different states, through the National Committee on the Relation 
of Electricity to Agriculture. These nationally recognized authorities 
tell you. in plain words, figures and pictures, just what you can 
safely recommend, and what ‘‘bugs” are to be avoided. 





By 1933, at least one million farms—your best cus- / 
tomers—will have 24-hour central station service o,7 
a 


The power companies want to sell more KWH along their , é 
rural high lines, and they need your help in selling the Ww "i s 
right equipment, and installing it so every farmer will @ 4 Fo. 
get the best results, 9.7 3 < 


Act now if you want this 4 SAPs 
selling help on your desk— &y my, 23 ¢ 


Over 26,000 copies of this official ‘“‘C.R.E.A. Bulletin” . > 
ase —- been sold to rural service specialists. To <« <?., xs 
elp dealers who want to profit in this growing Ps 2 aa ° 
electrical market, the Committee has agreed to esr es PKS 








make the few remaining copies of the book avail- 4 / 94° oy S a ” 

able * the trade at the original low cost A235 OS & sf 4 

price of only 50c per copy, postpaid. as I SS Ge, - 
ASP » f’” .° 


JUST SEND THE COUPON 
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A very excellent program of 
topics was presented during the 
ae session. 


r. Stuart Speaks 


The opening address was by Mr. 
Chas. F. Stuart, chairman, National 
Rural Electric Service Committee, 
and Vice-President of the Northern 
States Power Company. 

In his address, Mr. Stuart out- 
lined the purposes of the meeting 
and emphasized that the electrical 
industry had gone about a job of 
extending its service in a _ sane, 
sound and sensible manner. He 
further pointed out that the elec- 
trical industry has explored the 
field at its own expense without 
leading the farmer into investing in 
a lot of equipment not suited to 
his needs. 

“We have progressed as_ war- 
ranted by actual facts developed,” 

said Mr. Stuart, “keeping all the 
time on solid ground. We have in 
five years changed the picture of 
farm service from one of a farm 
house with a few lights strung 
around the place to a comprehen- 
sive picture of an electrified farm 
factory coupled with labor saving 
electrically operated household 
equipment within the farm house. 

“We have not just been talking 
about farm electrification, but we 
have actually made wonderful 
progress, as witnessed by the fact 
that in the last five years more 
additional farms have been con- 
nected than in all previous history 
combined.” 


Farm Electrification Job a Big 
One 


Mr. Stuart concluded his address 
by declaring that the farm electri- 
fication job is a big one, involving 
the investment of several billions of 
dollars and that if there is any 
agency capable of accomplishing 
this gigantic task it is the electri- 
cal industry aided by farm organiza- 
tions, manufacturers, agricultural 
colleges and other interested parties, 
and that from the experience of the 
last five years and from the progress 
the industry has made, it becomes 
more and more apparent that the 
electrical industry is going to ac- 
complish the once seemingly im- 
possible task of electrifying agri- 
culture. 

Here is a list of tangible and in- 
tangible things which had evidenced 
themselves before final adjournment 
was taken. 

1. Secretary Ballinger reported at 
the close of the meeting that he had 
checked with every electric light 
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and power company of any materia! 
consequence in the four States 01 
the Southwestern Division, and had 
received assurances from authori 
tative sources that every company 
not now having a rural electric 
service department immediately 
would organize one. 

2. General managers of companies 
which already have rural electric 
service departments declared that 
they had conceived a new compre- 
hension of service on the farm, and 
that they were going to give closer 
attention and better support to ex- 
tension of service to the farmers 
in their respective areas. 


More Meetings Planned 


. 3. Definite plans were made by 
many of the companies represented 
to hold a multiplicity of farm elec- 
trification meetings in their respec- 
tive territories, these meetings to 
be attended by farmers and others 
interested. 

4. It became more and more 
evident as the meeting proceeded 
that electricity liberally and intel- 
ligently employed on farms is a pay- 
ing investment, and this was attested 
to by a number of farmers present. 

5. Company field men who have 
been struggling along with their 
problems in what might be termed 
the front line trenches declared that 
they not only had obtained a wealth 
of practical and pertinent informa- 
tion which would assist them materi- 
ally in their day-to-day work, but 
that in addition thereto they were 
fired with a new courage by the 
knowledge that they are backed 
stronger than ever by the executives 
of their respective companies. 

6. Agricultural college men, who 
have been working on the various 
problems of applying electricity to 
agricuiture, declared that they, too, 
had acquired much specific and per- 
tinent information. 

7. Editors of farm papers ex- 
pressed the conviction that the time 
had come in the Southwestern 
Division for the farm press to 
advise their farm readers of all 
phases involved in extending elec- 
tric service to the farm and in us- 
ing it after it had reached the farm. 

8. Farmers advised the _  utilitv 
people that their only regret was 
that there were not more farmers 
present, and that at the next meet- 
ing of this character more inter- 
ested farmers should be invited. 

9. Manufacturers of equipment 
gained a more intimate knowledge 
of what type of equipment is most 
suitable for agricultural purposes. 

10. Metropolitan business men 
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confessed that this modern day idea 
of applying electricity to agricul- 
ture was an eye-opener for them, 
particularly for the bankers who 
may be called upon to aid farmers 
in the purchase of equipment, and 
they declared also that they saw in 
farm electrification the possibilities 
of a higher, abler type of farm 
owners and tenants. 

The above is a brief outline 
covering the high spots of this con- 
ference, of the objectives aimed for, 
and the results achieved. 


Among Those in Attendance 


The attendance at the conference 
far exceeded expectations. It had 
been estimated that probably forty 
or fifty would be present, whereas 
over one hundred attended the 
conference. 

Among the prominent utility 
executives who attended this meet- 
ing were: H. E. Couch, Pres., 
Mississippi Power Co., including the 
Arkansas group; B. E. Eaton, Pres., 
Mississippi Power Co., Mississippi 
group; Fred W. Insull, Pres., ‘te 
lic Service Co. of Oklahoma; H. 
Flowers, Pres., New Orleans Publis 
Service Co.; J. F. Owens, Vice- 
Pres., Oklahoma Gas & Light Co., 
E. K. Kifer, Vice-Pres., San An- 
tonio Public Service Co. ; > @ 
Neiswanger, Vice-Pres., Central 
Power & Light Co.; W. E. Bann 
Pres., Arkansas Utilities Associa- 
tion; S. I. MclIlhoes, Chairman, 
Council Southwestern Light & 
Power Co.; C. F. Stuart, Vice-Pres., 
Northern States Power Co., Minne- 
apolis, Minnesota, and Chairman 
National Rural Lines Committee; 
Dr. E. A. White, Chicago, Illinois, 
Rural Lines Expert ; S. J. Ballinger, 
Secty., Southwestern Division, 
N.E.L.A.; J. G. Holtzclaw, Pres., 
Southwestern Division. 


Kentucky Company Ex- 
pands 


The Kentucky Electric Develop- 
ment Company, a_ two-year-old 
Kentucky corporation which spe- 
cializes in the development of rural 
electrification, is steadily extending 
its service in that state. On Octo- 
ber 1, this company took over the 
operations and management of the 
local plant at Liberty, which is be- 
ingg completely reconstructed along 

th the installation of a new dis- 
tr bution system and the service 
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With the right factory connection 


MAKE BIG PROFITS 
on a lighting department 
Electric lighting equipment is the 
first thought of everybody who gets 
central station service or a private 

“light” and power plant. 
More comfort in reading—more 
beautyin the home—that’s why every 
family wants up-to-date lighting— 
high quality at a fair price. 

hy let this business go out of town? 
Over 100,000 more rural homes will 

wired this year. Inquiries about 
Chapman equipment prove they are 
in the market now (See our ad, 
page 32). With our new catalogue 
showing 1929 designs you can 

Beat Mail Order Competition. 
Write for free copy and dealer 
prices. We will send you in- 
quiries from live prospects and 
protect you on retail prices, Don’t 
wait—WRITE TODAY 


Chapman Lighting Studios 
Lighting Specialists 
and Manufacturers 

640 West Lake Street, 

CHICAGO, ILL. 
































































§.0.S. Batteries 


for 
Farm Light Plants 
pe ARREIO 


S.O.S. Bat- 
teries are 
highe sty 
quality — 
depend- 
able—long 
life—im- 
proved 
construc- 
tion. Thou- 
sands in 
use. Sell 
them with 
profit to 
yourself. 
Write for 
new deal- 
er’s propo- 
sition, 








Victor Storage Battery Co. 
Rock Island Illinois 
(Est. 1914) 
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Most Complete Line 


The completeness of the ‘‘U. S.’’ Line 
will enable you to meet every rural = 
commercial lighting plant need. 
extremely low prices backed by our rigid 
guarantee will enable you to clinch 
every sale. More sales, together with 
an unusually liberal discount, means 
bigger net profits for you. 

Our entire line ranges from 350 watts 
to 75 K.W. Four sizes up to 2-% 
K.W. are ideally gnaptes for home and 
farm lighting. We also manufacture 
special 1-% and 2- “ve .W. plants for 
rural garages, filling — dance 
halls, ong resorts, 

rite for complete lntermation 
UNITED STATES MOTORS 
CORPORATION 
9 Sa a St., Oshkosh, Wis. 
S. Products Must Give Service.” 











brought up to modern, 24-hour 
efficiency. 

The Extension Department of 
this Kentucky corporation is also 
now doing preliminary development 
work preparatory to extending a 
line from Liberty up Green River 
Valley about eight miles, at which 
oint investigations are being made 
y the company’s engineering de- 
partment to determine the feasibil- 
Ity of constructing a hydro-electric 
plant on a favorable site in that 
territory. 

The installation of an up-to-date 
age: plant at Sharpsburg, 
rom which modern electric service 
is being furnished to that commun- 
ity and also to Bethel, five miles 
distant, by a transmission line, has 
just been completed and put into 
operation. 

The addition of these two pro- 
jects to the holdings of the Ken- 
tucky Electric Development Com- 
pany brings its total of operating 
properties to five with 24-hour 
service being rendered to eleven 
communities throughout the state. 


Portable Air Heater 


The Standard Electric Stove 
Company of Toledo, Ohio, have 
placed on the market their new 
model H-14 portable heater. This 
heater, which is substantial and 
well built, has a 14-inch reflector 
and stands 18 inches high. It has 
a concealed portable cord, con- 
venient handle, and gives an even 
distribution of heat. 


A Wall Outlet Range 


At the recent New York Elec- 
trical Show, The Armstrong Elec- 
tric and Manufacturing Corporation 
of Huntington, W. Va., showed for 


the first time their new wall outlet 
range, which operates from any 
convenient outlet without special 
wiring. This unit is portable and 
is efficient. The range is equipped 
with two top elements and an oven 
size 14 x 14 x 19% inches. It is 
also provided with a visible oven 
temperature indicator and a con- 
venient switch panel. 








CLASSIFIED ADVERTISING 





WANTED: Shop Foreman familiar 
with farm and home light and power 
plant manufacture and production. Op- 
portunity for a good man to take entire 
charge of small factory in the East. 
Write in full confidence, giving details 
of experience with this kind of work; 
also salary expected. Address: Box 
100, care of Electricity on the Farm, 
225 West 34th St., New York City. 





“A” BATTERY ELIMINATOR for 
32 volt lighting plants. Operates auto- 
matically from radio switch. Nothing to 
wear out. Will last a lifetime. Sent on 
10 days Free Trial. ACOB RADIO 
ELECTRIC SHOP, Morton, Illinois. 
Box 150. 





Here is the opportunity you have been 
waiting for: Power and light that your 
farmer prospects can_ afford. New 
Dyneto power and light and battery 
charging generators which have a ca- 
pacity of 20 lights, 32 to 40 volts, ball 
bearing, generous commutator, new 
model, parts always obtainable, equipped 
with pulley, ready to run. They can 
be operated from a one to two _ horse- 
power ordinary gas engine. Shipping 
weight, 75 Ibs. Special price, $28.09. 
Retails for $85.00. Switchboard for the 
above, $22.50; batteries, $48.50. Lar- 
gest stock of motors and generators in 
the Northwest. Do not buy, consult us 
first. Write, wire, or call GENERAL 
DISTRIBUTING COMPANY, _ SE- 
CURITY STORAGE BUILDING, 
DULUTH, MINNESOTA, 
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Jan. 1929 DEALER SpcTION—ELECTRICITY ON THE FARM 


Master Farmers Use 
Electricity 


An indication of the part elec- 
tricity may take in farm prosperity 
is the fact that the ten “master 
farmers” of Kansas, selected re- 
cently from contestants represent- 
ing 77 counties, all make wide- 
spread use of electric power in the 
operation of their farmsteads. 
Selection of the ten “master farm- 
ers” was made from 375 nomina- 
tions, and the achievements of the 
winning contestants are being 
widely heralded in newspapers and 
farm publications. The average net 
value of being designated a “mas- 
ter farmer” in 1928 is $98,950, an 
aggregate of nearly a million dollars 
for the ten men. 


Westinghouse Announces 
New Farm Electric Plant 


The Westinghouse Electric and 
Manufacturing Company has just 
recently introduced the Type E-31 
Westinghouse Farm Electric Plant. 

This is an improved plant, rather 
than a new one. Integral parts 
have been improved and new de- 
velopments have been added to 
assure better performance, while 
advantages that have proven them- 
selves to be outstanding have been 
retained. New features of interest 
are the improved oiling system, 
the aluminum alloy piston, large 
automotive type bronze piston pin 
bearing, removable monel metal 
fuel’ jet, improved ignition and 
rust proof finish. 


Another Farm Model 


The Georgia State College of 
Agriculture, in cooperation with the 
Georgia Power Company, has pre- 
pared an exhibit of a model elec- 
trified farm in miniature. The 
buildings appearing on the model 
are the residence, garage, milking 
barn, milk house, feeding barn for 
dairy herd, poultry house, mule 
barn, implement shed and hog 
house. The farm is furnished with 
electric lights, running water and 
miniature electric appliances and 
motors, some of which are electri- 
fied. The residence is of painted 
gauze so that when the house is 
lighted on the inside the applica- 
tion of electricity in each room is 
Shown. The size of the exhibit is 
20 ft. x 20 ft. 
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Blue Ribbon 
Electric Milker 





A Portable Milker Requir- 
ing No Installation 

The only milker on the Ameri- 

can market that is a complete 


unit in itself. It operates from 
high line or farm light plant. 
You need this milker as an 
addition to your present line. 
Write us at once as we have a very 
attractive dealers’ proposition for you. 
. Electric Products Corporation 
3737 Belmont Avenue, 
Chicago, IIl. 




















Buy by Mail from Brook 
and Benefit from the 


LOWEST PRICES 


On 


FIXTURES - RADIO 
CONST. MATERIALS -APPLIANCES 


“Hook-Up” With Us 
on Radio 
receivers and accessories, 
and you'll make many dol- 
lars in extra profits. tab- 
lish this money-making con- 
nection now at the of 
the radio season. Send for 
our new catalog, just off the 

press. 


Send for oTigsiid New Catalos 
and Sec for Yourself 


Electrical Supply Co. 


213-15-17 SO. PEORIA ST. 
Chicago. 
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USL is a Favorite 


Among Farmers 


Lx USL 


farm light battery 

has built up a repu- 

tation for long, 
dependable service, 

and is a favorite 
among farmers. 
Thousands of light 
plant owners are en- 
thusiastic boosters for 
USL, and will favor 
USL farm light bat- 
teries when next in the 
market. Others use 
USL batteries to start 
their cars and operate 
their radios. @ Take ad- 
vantage of this preference 
for USL. @ Mail the 
coupon below and get the 
facts about the USL farm 
light battery proposition. 
You will be convinced that 
USL is the battery you 
should handle. 





\ 
\ USL Battery 
\ Corporation 
\. Niagara Falls, New York 


\ Please send complete infor- 
\ mation on the USL farm- 
\ light battery dealer propo- 

sition, 


\ 
FARM LIGHT a eee 
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